
GOING PUBLIC IN CANADA



Summary of going public in Canada

Companies wishing to access the
Canadian capital markets may look to
the following options:

TSX Venture 
Exchange

• Toronto Stock Exchange (TSX)

• TSX Venture Exchange (TSX-V)

• Canadian Stock Exchange (CSE)

• Aequitas NEO Exchange (NEO) 

The decision to go public can be one of the 
most pivotal business decisions owners, 
Entrepreneurs and shareholders will face.   

Going from private company to public 
company can be accomplished in several 

ways from direct public offering (DLO), initial 
public offerings (IPO) and through reverse 
takeovers (RTO) of existing public issuers.  
Planning for such major change is key both 

from an operational and strategic 
perspective.

A thorough understanding of how to utilize 
the public markets and the new 

responsibilities it carries is the first step.   
Canadian capital markets are considered to 

be investor friendly for local and foreign 
participants. 

In particular, mining, energy and technology 
sectors have demonstrated a significant 

transphotoactions activity both for local and 
foreign participants

https://www.tsx.com/?lang=en
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* Apart from listing its own securities, NEO trades securities listed on TSX, TSX-V and CSE and is accessible to investors through all major trading platforms,

https://www.tsx.com/?lang=en


Pros

 Low-cost advantage and time savings potential

 Eliminates the need for an underwriter and road show 

Cons

 Requires the company to adopt  applicable listing standards and reporting 

requirements from an earlier stage

Ever increasing costs, complexity, 
competition, and regulatory
obstacles are some of the many factors 
to navigate from before taking a decision 
for going public.

Direct Public Offering 

The direct listing process (DLO) is also 
known as direct placement or a direct 
public offering (DPO). The DPO business 
sells shares directly to the public without 
the help of any intermediaries. 
Typically, does not involve any 
underwriters or other intermediaries, 
there are no new shares issued and there 
is no lockup period
(Spotify, the Swedish music streaming 
Company, decided to go public through a 
direct listing in 2018).



Initial Public Offerings

In an IPO, a company offers a sale of 

new shares to the public through the 

services of an underwriter using an 

Offering Memorandum or Prospectus. 

These disclosure documents should be 

full, true and plain providing  details of 

the transaction, history, management, 

board members, strategy, objectives, 

sources and uses of capital funding to 

accomplish its mandate and the risks 

involved.

Pros

 Provides the company the ability to conduct a financing 

 Allows for greater distribution and publicity 

 No road shows 

Cons

 May not be suitable as a method for listing if there’s insufficient demand in the public 

or public does not fully understand business model listing through IPO is a long 

journey and can years before business is ready for going public 



Reverse Take-Overs 

A Reverse Take-Over (RTO)  could be a 
short-cut in going public.
Now all you need to do is to find an 
already listed public company that may 
have fallen on hard times, may be 
inactive, or may have little or no assets 
or liabilities. 
This is sometimes referred to as a 
"back-door" listing because you can 
escape some of the red-tape 
associated with an IPO.  Typically, the 
result of an RTO is a change of control 
in the ownership of Public Co. and in 
many cases, the former shareholders 
of Private Co. hold a large majority of 
the shares of Public Co. which remains 
listed on a stock exchange and which 
now also has assets and/or operations. 

Pros

 Low-cost advantage and time savings potential
 Potential tax and transaction cost savings
 Transparency and public record benefits 
 Pre-existing shareholder base
 No additional equity may be needed

Cons

 A clean shell may be hard to find 
 Typically, the RTO is subject to approval of the Shell company shareholders 
 In some cases, Pubco. carries bad repute and history and entangle private company in 

liabilities and litigation 
 Time / counterparty risk for longer or more complex listings 
 Bridge financings and outside closing dates may impact commercial/contract terms



Special Purpose 
Acquisition Company

A SPAC is a shell company with no 
active operations or business that goes 
public by raising a minimum of $30 
million with a view to using that capital 
to acquire one or more operating 
businesses through a qualifying 
acquisition within 3 years from the date 
of the IPO.

Pros

 Low cost 
 Alternative to TSXV’s Capital Pool Program  

Cons

 Can be risky  for potential target SPAC as investors could pull of deal if they could 
retract their capital if they don’t like the target 

 Until such qualifying acquisition is completed, the SPAC is largely precluded from 
spending the capital raised through the IPO.

NAVIGATING THE IPO MAZE 

Going public can take anywhere from 4 
to 6 months but that really depends on 
how prepared you are.  Strategic 
planning can take anywhere from 12-24 
months whereas preparation can take 
up to 6-12 months.



Summary of going public in Canada

SPACs are an alternative to both the restrictive rules and low maximum capital limits of the TSX-V’s Capital Pool 
Company regime and the more formal, high minimum capital threshold of the traditional public offering route for 
entities looking to raise capital in the Canadian capital markets.

A SPAC is founded by a sponsor, which, along with the SPAC’s management, is responsible for identifying an 
acquisition target, negotiating and executing the qualifying acquisition, and ultimately supporting the operations 
of the resulting issuer.

The SPAC regime is controlled by the TSX itself rather than a provincial securities regulator and is subject to many 
stringent restrictions. It may be necessary for a SPAC
to obtain exemptive relief from the TSX and applicable Canadian securities 
regulatory rules in order to achieve the SPAC’s objectives. 

What YOU SHOULD KNOW when going public through IPO: 
• Know what to Expect 
• Know your Deal Team
• Know how to navigate the IPO maze 
• Know the advantages/disadvantages on where to list 
• Know your responsibilities as a public company  

Some of the key topics as an owner is understanding the why and the outcome you want to accomplish and key 
obstacles or requirements. What are the steps to get to the other side and how to position to company on the 
right footing after the deal is done. 



• Evaluate viability of IPO as a 
transaction alternative: 

 Scale of business

 Growth profile

 Funding needs

 Valuation

 Existing shareholder 
support

• Review corporate and tax 
structure

• Establish funding and 
liquidity objectives and 
understand process/timeline 
scenarios

• Conduct enterprise-wide IPO 
readiness assessment 
across functions

• Align stakeholders around 
IPO goals, objectives and 
timing

• Formalize IPO PMO structure

• Establish enterprise-wide IPO 
readiness road map covering:

 People and organization

 Processes 

 Policies 

 Systems 

• Formalize corporate governance 
framework and prepare public 
company policies

• Fine-tune business plan and 
develop investment thesis

• Develop management 
presentation and begin preparing 
elements of prospectus and other 
filing documents

• Develop projection model

• Begin meeting with prospective 
underwriters and analysts

• Ensure timely disclosures

• Manage analyst expectations

• Maintain active investor 
relations efforts

• Deliver on IPO projections 
and promises

• Evaluate next-step financing 
opportunities

• Manage major shareholder 
liquidity objectives and 
timelines

Strategic decision making 
& IPO planning

12-24 months prior to IPO 6-12 months prior to IPO

Preparing for an IPO

1-6 months prior to IPO

IPO transaction

Post-IPO

Being a public Co

IPO

• Operate like a public 
company

• Identify targeted market 
windows

• Hire lead underwriter(s) and 
securities counsel; all 
hands organizational 
meeting

• Prepare for/host Analyst Day

• Prospectus, due diligence 
process and roadshow deck 
preparation

• Respond to and resolve  
comments from securities 
regulator

• Finalize deal documentation

• Roadshow/marketing/share 
allocations/pricing



OTHER SERVICE PROVIDERS

• Investor relations
• Stock exchange
• Printer

• Transfer agent
• Specialist/market maker
• Other (D&O, comp adviser, etc.)

OWNERS/FOUNDERS/SPONSORS

• Dictate broader timing of goals and objectives
• Determine target leverage, deal size and structure
• Mandate underwriters
• Provide business perspective and guidance on:

• Financial model
• Prospectus
• Roadshow deck

PKF ANTARES

• Audit services, comfort letter, comments from securities 
• IPO readiness assessment
• IPO road map assessment
• IPO advisory services
• IPO advice and leading practices across all key work streams
• Work stream/deliverables support

INVESTMENT BANKS

• Typical engagement timing
• 1-2 true leads (6-9 months pre-IPO)
• Additional leads/“passive” bookrunners 

(3-6 months pre-IPO)
• Co-managers (1-6 months pre-IPO)

• Lead major deal processes
• Write/review prospectus summary section
• Due diligence
• Assist with projection model/strategy
• Roadshow marketing
• Pricing/trading supportCOMPANY COUNSEL

• Engaged at front end of official IPO process
• Data room
• Hold pen on prospectus
• Process security exchange’s response letters and amendments

UNDERWRITERS’ COUNSEL

• Engaged shortly after lead underwriters
• Can be suggested or independent selection
• Drive due diligence process and underwriting documents
• Drive several components of prospectus

Deal 
team

Owners/Founder 
and Sponsors

Company 
counsel

Underwriter’s 
counsel

PKF AntaresInvestment 
banks

Other 
service 

providers

Deal Team and Project Navigation and Coordination 
The IPO process involves several professionals. PKF Antares can act as your project manager to drive timelines and lead the project to
maximize cost efficiencies and coordinate requirements and responsibilities between IPO team.



Summary of going public in Canada
How can you be best prepared and placed for an IPO? Avoid common mistakes and follow best practices.

Common mistakes

 Underestimating complexity and intensity of IPO 
process

 Insufficient resources to run business in parallel to 
IPO project

 Inadequate corporate housekeeping (records, 
approvals, support)

 Inadequate processes to support general accounting, 
the financial statement close process (financial and 
management reporting) and regulatory reporting and 
disclosures

 Underdeveloped investment thesis, understanding of 
market expectations

 Lack of shareholder alignment on IPO goals, 
objectives and monetization strategies

 Limited timeline flexibility
 Inefficient syndicate structure 
 Inattentive communications or publicity practices
 Outsized focus on valuation at IPO vs. long-term 

considerations
 Mismanaging investor and analyst community 

expectations

Best practices

 Know your strategic direction first. Not all companies 
should go public

 Remember what made your company and solidify 
your mission, vision, and principles

 Prepare for the journey early
 Preserve and maximize optionality
 Don’t chase a hot market
 Build the right management team; engage 

experienced advisers, maintain budget, know your 
risks and competing factors 

 Formalize your business and financial processes; 
fortify infrastructure

 Start with the end in mind and plan accordingly. 
Operate like a public company 6-12 months pre-IPO

 Know your new responsibilities as a public company 
 Consider communications/publicity plans and 

investor relations strategy early
 Align/understand shareholder expectations for the 

IPO and their intended liquidity path
 Consider pricing and share allocation implications 

beyond the IPO pricing event
 Deliver on your promises. Build trust with 

stakeholders and communicate regularly



Summary

Key to any accomplishment is finding 
the balance on individual strengths and 
working with teams to leverage larger 
outcomes.  Working with advisors that 
are un-biased and independent from 
capital providers is a first step to 
navigating the go public maze in a 
timely and cost-effective manner. 

Look for advisors that have expertise 
in your market segment (i.e. start ups, 
small, mid-market, or large 
enterprises). 

Advisors should have a collaborative 
approach that is nimble to enterprises 
looking for to expand their horizons, 
access deeper pools of capital, raise 
your profile to customers, investors, 
suppliers and media and position you 
and your systems to account for new 
regulations and compliance 
requirements. 



About Us

We are a global network of accountancy firms. 
Our 220 members operate under the PKF brand 
in 150 countries across five regions. We have 
over 20,000 professionals united under the PKF 
brand worldwide. Our brand represents our 
promise of a consistent experience for our 
clients and a common understanding by our 
firms of what we do, how we do it and the 
values that drive our behaviour.

We are at the forefront of compliance 
regulations and specialize in providing high 
quality audit, accounting, tax and business 
advisory solutions to both national and 
international organizations.

Rest assured, wherever you are in the world 
and whatever your accounting and business 
advisory requirements, our network will 
collaborate to deliver solutions in a timely and 
professional manner.

This material has been prepared for general 
informational purposes only and is not intended 
to be relied upon as accounting, tax, or other 
professional advice. Please refer to your 
advisors for specific advice. 

PKF Canada  Calgary | Red Deer | Toronto

www.pkfantares.com

PKF Global Brand
A global network of independent 
audit, tax, accounting and 
consulting firms.

Over 
150 countries

Over 
200 member firms

Over 
400 offices

Over 
5000 professionals

The PKF commitment

Passion
meet and exceed 

expectations

Teamwork
working together while

recognizing our 
differences 

Clarity
focused, open and 
honest, simplify
and avoid jargon

Quality 
technical quality and 

service quality in 
everything we do

Integrity
do what is 

inherently right

Collaboration and connectivity.
Across the PKF network, professionals are sharing their knowledge 

and expertise while collaborating and supporting other member firms.

Why PKF? 
Full independence & local identity within a GLOBAL BRAND

For your 
business

For your    
clients 

For you as 
a valuable 
member

Be part of something great!
www.pkf.com

http://www.pkfantares.com/
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